


An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from January through December 1957 





SALES IDEAS: 


How You Can Ger Our or A Rut... .January 
Knoxville salesmen describe six antidotes for 
the doldrums in industrial supply selling 

*.. Watcn A PLant’s PurcHasinc PATtrerRN 

January 


Cleveland distributor finds that three elements 
determine buying pattern changes 

THe Orper’s Near, WHen You Hear. . January 
Here are seven phrases that usually mean your 
customers ready to buy 

TaKE ADVANTAGE OF “BREAKS” 
Charlotte, N. C., salesmen stress awareness 

Can You HAnobie a Price CHance?. .February 
Philadelphia salesman turned an increase into 


February 


a saving for his customer 
Can You Fitt Tuts SALESMAN’s SHOES?..... 
February 
Two Virginia salesmen tell what they'd do; 
how would you handle this new account? 

How Inrormative Are SALESMEN?... February 

Survey finds this is the key problem 
Apvice FoR City SALESMEN: Be AVAILABLE 
March 
Cambridge salesman states his philosophy 
March 
Los Angeles sales trainees are asked these 
questions; can you answer them? 

Tue Orner Fectow Neeps Your Hevp.... April 
Rochester salesman, formerly inside man, dis- 
cusses selling on both sides of the fence 

WanrTep: SALESMEN WHo CAN Serve..... April 
Purchasing executive lists nine qualities sales- 
man needs but often doesn’t have 

“Wats THe Matrrer With Your Ourrrr?” 

Here’s how four Southern telephone men deal 

with this kind of a conversation 


SuppLiersS’ SALESMEN GIVE INVALUABLE SUPPORT 


Detroit salesman lauds cooperation 

“I've In Business For Mysevr™ 
Tennessee salesman maintains it takes detailed 
planning to progress toward a goal 

Let's Loox at THE Recorp ‘ 
Savannah salesman makes sure customer book 
has useful information 

Insipe Men Learn More OuTSIDE........ May 
Louisville distributor assigns three telephone 
men to part-time work outside 


98 


Wet, Now, How Do I Look Topay?....May 
Cartoon treatment of “as others see us” theme 
Rine THE Bett On a Buyer.............. May 
Dayton salesman uses alarm wrist watch 
Warcn Your “LANncuace™ 
Jacksonville salesman uses several different 
ones when calling on only one customer 


“SALESMEN: PLAN Your CALLS TO INCREASE 


So says Milwaukee sales manager 
TecuHsicaL TRAINING roR SuPPLY SALESMAN 
June 
Vice president of Los Angeles firm reports on 
a plus factor in sales and service 
June 
An idea of buyers’ paragon of salesmanship 
salesmanship 
SELLING Mayor Piants Takes Major Errortr 
August 
Memphis firm is organized for frequent calls 
Get THE Most From INsipe SALes EXPERIENCE 
August 
Jacksonville salesman put phone know-how to 
work when he started calling on customers 
More Seciinc Time ror QOuTsipe SALESMEN 
August 
New Britain distributor assigns inside per- 
sonnel to specific “customer service” jobs 
“Wat | Want From SALESMEN”™......: August 
P. A. of small plant stresses tact and teamwork 
A Distrisutor Gets ARouND.......September 
Classroom TV sets up sales for Hagerstown, 
Md. salesman 
OG RMN sie twee dnctdevedéven September 
New sales-training technique 
How Mucu Is Propuct AvatLasiuity INFoRMA- 
a eee pre = September 
It paid off in sales for a Tampa salesman 
How to Seti Acainst Prick COMPETITION 
October 
York, Pa., distributor sells quality first 
SALESMAN’S Heir Propuces SALES..... October 
Philadelphian gives advice and makes sales 
Tuat Frst Catt—Make It Goon... .October 
L. A. salesman sells himself first, then product 
How Many Catis Do Your Customers Rate? 


October | 


Dayton distributor doesn’t rely on guesswork, 
but a call-frequency chart 


SALESMEN: Try Ratinc Propucts Tuis Way 


New answer to query “What makes it sell?” 


82 


Ideas for Management —> 





Index of ID articles January to December 1957 (Cont'd) 


How To Speciatize WirHour SPEcIALISTS.... 
December 

Charleston, W. Va., distributor solves paradox 
Makinc Your SaLes Meerincs PRoFITABLE 
December 

Evanston, Ind. distributor provides formula 


IDEAS FOR MANAGEMENT 


Prorit-SHARING Has Its Propiems... . January 
Charleston, W. Va., firm lists six chief prob- 
lems and tells how it handles them 

Don’t Move Unt. You Answer THESE QuEs- 

January 
Cincinnati distributor analyzed seven vital 
relocation problems 

Procress Spurs Procress............ January 
Richmond firm moves to industrial area, offers 
faster service and more complete stocks 

Uppate Your SALESMEN’s TEerRrRiTortes. . January 
After analyzing travel problems, Pittsburgh 
firm realigned territories for easier coverage 

Business Decistons—Tuey Can Arrect Your 

Tax Return 
Year-round thinking can save tax dollars 
SURVEYING AND CONTROLLING Executive TIME 
February 
It’s a fruitful area and this article tells you 
how to utilize it wisely 

Four Factors ror Fosterine Fipeviry 

February 
Detroit firm does not sit back; it does its 
share, employees say 

How to Make One Paper Do THE WorK oF 

February 
Change in purchase order routine saves typing 
and checking for Pittsburgh distributor 

104,000 Irems HaNnoiep Wirn .001% Errors 

February 

Joliet firm revamped order control system 
Wen You Renovare—RemMemsBer THE WARE- 
February 

Saginaw management consulted warehousemen 

for practical ideas in renovation 

PLENTY oF Space—THEN Wuy Microritm? 

February 
There are other advantages to microfilm, de- 
cided Chattanooga distributor firm. 

MANAGEMENT Course at Harvarp Wins INpbus- 

ee err March 
86 students complete three-week course 
CONCENTRATED SALES TRAINING PRocRAM 
March 


Here’s a pictorial report on how a Los Angeles 
firm turns trainees into salesmen 

A Criose Loox AT THE SALES Procram. . March 
Easton, Pa., distributor executive answers ques- 
tions posed by August article in ID 


94 


96 


DistRIBUTION Cost ANALYSIS 
Here’s an article on how to evaluate the profit- 
ability of products, customers and territories 
10 Ipeas ror Faster Hanowinc, Lower Costs 
April 
Perth Amboy, N. J. management drew on 
many sources for streamlined operation 
April 
Four steps remedied Detroit firm’s trouble 
Get THem To Use BLANKET ORDERS... . .- April 
Columbus distributor promotes buying prac- 
tice to pull small-order business out of the red 
ANALYZE THE LION’s SHARE OF SALES..... May 
Mobile distributor analyzes monthly purchases 
in 41 major product categories 
TE SOU: TRAE sk. ds co cv onss ope May 
Buffalo executive points out pitfalls that you 
can avoid if you change your name 
Two Ways Tro Contro, OnE-CuSTOMER STOCK 


Cincinnati distributor screens salesmen’s re- 
quests and keeps customers informed 
THe Carps iy Your FuTure............. May 
This June feature may be the answer 
Truck Tricks 
Cambridge firm has trucks tailored to its 
needs—with savings in time and money 
Cost Curtine Ipeas From Empvoyess.. .June 
Seminars provide encouragement at Buffalo 
firm 
How to Make Stow Movers Move...... June 
Five requirements prevent certain lines from 
neglect in Memphis distributor firm 
Four Ways To STREAMLINE THE ORDER PROCESS 
June 
Louisville company proves the small-to-average 
firm can systematize work to cut costs 
IMPORTANCE OF DELEGATING AUTHORITY 
June 
Management of a Buffalo firm applies what it 
reads to handling branch operations 
What Ir Takes To Be AN AUTOMATION EXPERT 


THE 


Tennessee distributor changes supply division 
name and looks to the future 
June 
Old tool, new use 
BATTLE oF THE $5 Propuct 
“War Game” for executives provides new con- 


June 


cept of management thinking 
DistrisuTION Cost ACCOUNTING 
Evaluate product profitability and consider 


net profit 
17-Pornt PurcHAsinc Po.icy 


Results are better relations with suppliers of 
Detroit distributor 


ge ee ry August 
Canton distributor runs his business by this 


simple, but effective method 


97 


106 


86 





Use Catt Reports to Boxster Saves. . August 
Sales promotion manager of Rockford firm 
puts reports to use in his promotion program 

Wat's Your Gross Prorir DENOMINATOR? 

September 
One key figure sets profit goal and inventory 
level for West Virginia firm 

“Tre Customer Is THE Most Important Part 

or Our Bustness”.......... September 
Decatur distributor gives the proof that backs 
up his slogan 

Provipe INCENTIVE FOR ALL PERSONNEL 

September 
Detroit distributor executive states the prob- 
lem and offers his solution 

A Boar Bulct ror SeRvice........... October 
Two Detroit distributors take to the sea 

How Mucu Saves ANAtysis Can You HANpLE? 

October 
Memphis distributor sticks to four principles 
DistrisutoR PurcHASING DEMANDS MANAGE- 
MENT SKILLS October 
There’s a lot to learn about purchasing, accord- 

ing to this Pittsburgh distributor 

Nor a Lost-Time Accipent in THree YEARS 

October 
Joliet, Ill., distributor knows safety is no 
accident—it takes planning 

Tey Cur Rep Tare Wirn Tapes... November 
Pittsburgh distributor automates office pro- 
cedures 

You Can Derermine PortenTiats.... November 
Replacing crystal-ball gazing with Census data 

Ir Pays To Stay FLexiB.e......... November 
Means more sales for Dayton distributor 

Do Sates Incentives Pay Orr...... November 
Conventional sales incentives questioned 


GENERAL 


Business Witt Continue Spenpinc... . January 
Price increase will be a factor, predicts Mc- 
Graw-Hill survey 

Wart Asout Repairs anp Parts For OBSOLETE 

EQUIPMENT? January 

Survey shows suppliers’ policies vary 
CoMMUNICATION: THe X Factor In Success 
February 
Modern gadgetry doesn’t substitute for skill 
Western Micnican Trains STUDENTS For IN- 
DUSTRIAL DisTRIBUTION CAREERS. February 
Eight students enroll in course given by Indus- 

trial Technology Department 

fy EN GE IU < cnndevs coctsecce February 
Detroit distributor has a code for building a 
sound business 

lita ANNuAL Survey or Distrisutor Opera- 


Sales jump 14% nationally, 18.6% in Middle 


Atlantic region 


96 


103 


112 


85 


102 


On THE City Desk 
April 


A Woman’s Prace Is... 


Milwaukee distributor has woman working full 
time on city desk 
April 
Manufacturers have spent $113 billion since 
World War II, here’s where it went 
Tue Cryinc Neep ror SALESMEN April 
400,000 ave needed but men over 45 scarcely 
have a chance 
Way Tuey Went to Harvarp 
Over 50 “students” reply to editor's letter 
See BD, UD BB in ac vncvvcsccccvces May 
This Pittsburgher is by day a salesman, by 
night a boxing referee 
How to Rememser Names anv Faces....June 114 
Every distributor and salesman should be pro- 
ficient in this 
Four Years or Hicu Lever Spenpine....June 132 
Here's the economics Dept.’s 10th annual sur- 
vey of plans for new equipment and plants 
AUSTRALIAN Distrisutor Likes U. S. Meruops 
.. June 
Visitor from “down under” gets ideas on 
building and chance to campare operations 
Do You Prove tro Your Wire You're 
August 


How 


Take her along was answer for L. A. salesmen 
Texas A. anp M. Starts DistrisuTion Course 
August 


Twenty students enrolled, distributors assist 


August 
Survey shows that P.A.’s duties varv widely 
Wats Your DEFINITION oF AN INDUSTRIAI 
DISTRIBUTOR ? October 
Five attempts to define him 
EMPLOYING CoLiece-TrRAIneD MEN... .October 
College students choose careers in Industrial 
Distribution 
Wat's Your Derinirion oF AN INDUSTRIAI 
DisTRIBUTOR? ............... November 
Same question—new answers 
New ENGLAND DistripuTors ORGANIZE... . 
November 
They unite for grass roots activities 
Business Witt Spenp Suicutiy Less On New 
PLANTS, EQUIPMENT IN °58....December 84 
Preliminary McGraw-Hill survey on capital 
spending 
Roe PLAYING 
New publicity for role playing 
Bustness SHow Unvetts Data PROCESSING 
WonpDeERS December 100 
Electronic miracles highlight National Show 
An InpbustrRiAL DistrRIBUTOR December 104 
We've soul-searched a definition 


Promotion and more —> 


December 
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PROMOTION 


TatLorep To Customers’ TASTE........ March 
Syracuse distributor firm supplements catalog 
with seven loose-leaf binders 

Tet, Your Company Srory............: April 
Bassett, Va. firm gets results from modest 
booklet 

Can You Write Goop Saves Lerrers?.. April 
New edition of book puts four-part formula to 
work 

Firm’s 75TH Year MARKED BY “SPECTACULAR” 


Birmingham distributor puts on show in three 
cities 
Got a New Sympo.? .. . THEN Surprise “Em 
ee Oe ee a rere or August 
Curiosity-provoking mailings did the trick 
for Warren, O., distributor 
House ORGANS 
Lots of distributors make friends and influ- 
ence people with them 
Akron Distrisutors TALK Asout Jos Oppor- 
TUNITIES .....:5....+0...--... November 
Seven distributors publicize careers available 


October 


to high school graduates 
Make 10,500 SrLent SaLesMEN Work For You 
Niki ace so sm ewe ee Ra ao November 
Sales promotion bulletin speaks softly, but in 
a loud voice for Denver distributor 
Tore Your Mercuanpist To Your Prospects’ 


December 106 


Chicago distributor’s customers couldn't come 
to him, so he goes to them 


MEETINGS 


Topay’s MANUFACTURER-DisTRIBUTOR RELATIONS 
January 
More than 1,000 attend Central States meeting 
A Positive Approacu To Costs........ March 
Mid-year meeting of Southern distributors 
calls attention to modern management methods 
Harvarp Case ON SALESMANSHIP SPARKS LIVELY 
SIRS ne coi wok omnes March 
Case discussion is feature at Boston meeting 

of distributors and manufacturers 

CONVENTION REPORT 


Report on Triple Industrial Supply convention 
Sir IN wirH THE OREGON Distrisutor BuYERS 


September 108 


Picture story covers meeting of distributor 
purchasers group 
Marker Porentiats HicHucHr CINCINNATI 
DD gwstvedhleveecebestn November 
Manufacturers and distributors discuss mutual 
problems 


DISTRIBUTION SHARES CONFERENCE PROGRAM 
November 
President's Conference takes a very close look 
at distribution 
IMPROVED MANAGEMENT THROUGH EDUCATION 
AND Expert ASSISTANCE 
Report on Central States Industrial Distribu- 
tors Convention 
Wimwentinc THE Horizons ON DISTRIBUTION 


Boston Conference on Distribution provides 
food for thought from here and abroad 


LAYOUT AND DISPLAY 


“Lazy Susan” Is Center oF Orrice Layout 
April 
Baltimore firm solved office layout problem 
by novel method 
Betrer Layout Enps Trarric JAM...... May 
Reducing inside traffic was major objective 
of Los Angeles new building project 
Customers See Pecsoarp Dispiay 
Peoria salesmen then have products to push 
Harris Expanps (UARTERS............/ August 
Chicago firm takes over two-story building 
THis Warenouse Desicnep ror DistRIBUTION 
erry tt September 
Denver firm has six-building unit on 10-acre 
site 
Save Sreps—Srers Cost Money October 
Detroit distributor's move to suburb did just 
that 
DispLtay Is MoperN MERCHANDISING. . .October 
No blind buying for customers of this Texas 
distributor—see it and feel it 
New Faciurrmes Wirn Evsow Room. .October 
More space means better service to customers 
of Peoria, Ill, distributor 
SULLIVAN Too” AND SuppLy MAKES THE Move 
per errs eee November 
Connecticut distributor goes suburban 
But Bump A Mezzanine, Too. ...November 


Connecticut distributor's advice for more space 


EDITORIALS 


Wat 1957 Hotps For You January 
SoaRING PopuLaTION SHapes Future. . February 
Cueck Your PERFORMANCE 


po A ee ee May 
THe Carps in Your Future 

Facts Not PHRASES...............0++0+: July 
FLasH FROM WAIKIKI...............6+/ August 
og «0 6 eee September 
TASKS FoR DistrisutoR MANAGEMENT. . October 
MountTING SALESMEN’s Expenses... . November 
CHRISTMAS GREETINGS 


INDUSTRIAL DISTRIBUTION # DECEMBER, 1957 


110 


164 





